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PROFIT  OF  THE  MIND 


R.  S.  Yeoman 

Whatever  observation  we  make  about  the  trend  of  coin  collecting,  the 
desire  to  assemble  in  large  groups  is  clearly  the  most  evident.  Any  week 
of  the  year,  with  a  few  obvious  exceptions,  there  arc  one  to  ten  coin  shows 
in  as  many  communities  throughout  the  United  States  and  Canada. 

It  is  a  good  trend,  and  those  of  us  who  supply  the  necessary  accessories 
for  arranging,  protecting  and  pricing  coins,  should  encourage  this  kind 
of  togetherness  to  the  utmost. 

The  primary  objective  of  the  coin  convention  has  been  and  probably 
will  continue  to  be  the  selling  and  buying  of  coins.  These  gatherings  arc 
basically  bourses,  and  most  dealers  derive  an  added  benefit  from  making 
contacts  with  new  and  old  customers.  The  sale  of  a  coin  folder  or  Blue 
Book  to  a  novice  collector  is  often  the  start  of  a  long  term  dealer-client 
association. 

The  future  of  the  coin  show  or  convention,  however,  rests  on  more  than 
the  bourse  and  it  is  encouraging  to  see  how  some  local  club  sponsors  are 
keeping  a  happy  balance  between  the  dealer's  bourse,  the  auction  and  the 
educational  features.  The  show  chairman  is  on  the  right  track  when  he 
emphasizes  exhibits  and  announces  well  in  advance  that  handsome  trophies 
or  plaques  will  go  to  the  winners.  He  knows  that  newcomers  to  numismatic 
ranks  arc  quickly  brought  in  to  the  show  when  the  local  newspaper,  radio 
and  T.V.  announce  a  free  exhibit  of  rare  coins. 

We  have  noticed  that  the  best  attendance  comes  to  those  coin  shows 
which  have  a  modest  or  free  registration,  accessible  display  room,  cordial 
committee  members  to  answer  questions,  and  a  place  to  rest  when  the 
feet  start  to  tire. 

There  is  one  feature  that  has  been  offered  by  only  a  few  conventions 
and  that  is  a  special  educational  forum.  Sometimes  a  panel  of  two  to  four 
well-informed  individuals  can  do  more  to  further  the  hobby  than  all  the 
coin  investment  plans  ever  devised.  There  ought  to  be  more  of  this  kind 
of  thing. 

Our  hobby  can  be  tom  apart  very'  thoroughly  if  the  profit  motive  con¬ 
tinues  to  be  over-emphasized  to  the  exclusion  of  educational  features.  Com¬ 
petitive  displays,  authoritative  lectures,  mind-stimulating  forums  and 
displays  of  available  numismatic  literature  are  convention  attractions  that 
can  strengthen  and  perpetuate  the  ranks  of  the  coin  collecting  fraternity. 

Let  us  have  both  school  and  market  place,  but  in  the  right  proportion. 
Perhaps  we  can  plan  our  conventions  this  year  with  more  emphasis  on 
profit  of  the  mind.  . 

/  /  R.  S.  Yeoman 
Vice-President  and 
General  Manager 
Coin  Supply  Division 


NEW  COUNTER  DISPLAY 
CARDS  NOW  AVAILABLE 

A  colorful  new  counter  display  sign 
is  now  available  for  promotion  of  the 
WHITMAN  GUIDE  BOOK  OF 
ENGLISH  COINS.  The  three  color 
eye-catching  card  is  approximately  11" 
x  13 /a"  and  comes  to  you  mounted 
with  an  easel  back  for  convenient  use 
in  your  store.  Space  is  provided  for  you 
to  insert  the  price  of  the  catalog. 

Dealers  may  order  these  signs  through 
their  local  jobber  source.  Many  stores 
have  already  found  them  to  be  an  ex¬ 
cellent  sales  aid  for  promoting  this  pop¬ 
ular  reference  catalog. 

SILVER  DOLLAR 
BOOK  REPRINTED 

The  Silver  Dollars  of  North  and 
South  America  was  first  published  by 
Wayte  Raymond  in  1939.  The  book  has 
been  out  of  print  and  generally  unavail¬ 
able  for  many  years.  Because  of  the 
great  usefulness  of  this  book,  it  was  felt 
that  a  revised  updated  edition  would  be 
a  welcome  addition  to  every  numismatic 
library.  With  this  in  mind,  WHITMAN 
PUBLISHING  COMPANY  is  about  to 
release  a  second  edition. 


The  rights  to  this  valuable  reference 
book  and  the  printing  plates  were  pur¬ 
chased  through  Olga  Raymond,  wife  of 
the  late  VVayte  Raymond.  The  new  edi¬ 
tion  will  follow  essentially  the  same  for¬ 
mat  as  the  older  classic,  but  will  be 
greatly  expanded,  and  will  contain  all 
of  the  important  new  issues  and  dis¬ 
coveries  which  have  been  made  during 
the  past  quarter  century. 

Work  on  the  second  edition  was 
started  in  1 962.  A  panel  of  experts  con¬ 
sisting  of  such  well  known  personalities 
as  Henry'  Christensen,  Imre  Molnar, 
R.  S.  Yeoman,  Xavier  Calico,  H.  M.  F. 
Schulman  and  many  others  collaborated 
to  make  this  book  as  technically  cor¬ 
rect  as  is  humanly  possible. 

Careful  attention  has  been  paid  to 
details  of  historical  data  pertaining  to 
each  country,  the  inclusive  years  of  coin¬ 
age,  accuracy  of  attribution  and  descrip¬ 
tion,  breakdown  by  major  type  and 
variety,  and  clarity  of  photography. 

In  certain  instances  the  copper  “dol¬ 
lars”  have  been  included,  as  they  not 
only  present  a  true  picture  of  the  cir¬ 
culating  media  of  the  times,  but  also 
preserve  the  continuity  of  issue  where 
they  appear.  Prices  are  shown  for  each 
>iece  in  the  condition  in  which  it  is  most 
ikely  to  be  found. 

We  believe  that  this  book  will  fill  a 
very  real  need,  and  are  of  the  opinion 
that  it  will  become  a  “must”  reference 
book  for  any  numismatist  interested  in 
the  coinage  of  the  Western  hemisphere. 
Collectors  of  crown  size  pieces  of  the 
world  will  also  place  this  book  on  their 
want  list. 

The  stock  number  of  this  new  128- 
page  hard  bound  book  is  9354.  Retail 
>rice  is  $3.50.  It  is  expected  to  be  rc- 
eased  some  time  near  the  end  of 
February. 

1964  CATALOG 
OF  WHITMAN  PRODUCTS 

A  revised  edition  of  the  catalog  cov¬ 
ering  the  complete  WHITMAN  Coin 
Supply  line  is  soon  to  be  released.  The 
new  catalog  will  be  similar  to  the  one 
which  was  described  in  the  Merchan¬ 
diser  exactly  one  year  ago.  The  size, 
however,  has  been  increased  to  6"  x  9", 
and  this  year  it  will  have  a  brilliant  four 
color  cover.  In  this  new  catalog  each 
item  in  the  WHITMAN  line  is  de¬ 
scribed  and  illustrated.  It  is  intended 
for  use  as  a  mailing  piece  by  retailers  or 
as  an  over-the-counter  item  to  stimulate 
sales  of  the  complete  Coin  Supply  line. 

Details  of  the  availability  of  this  cata¬ 
log  will  be  presented  in  the  next  Mer¬ 
chandiser.  As  in  the  past,  they  will  be 
available  imprinted  with  your  store 
name  at  a  moderate  cost. 


INTEREST 
BEARING  NOTES 


The  Government’s  announcement 
about  the  issue  of  a  new  Kennedy  Half 
Dollar  called  for  some  furious  action  on 
the  part  of  our  Production  Department 
in  an  effort  to  produce  albums  for  these 
new  coins  as  quickly  as  possible.  As  soon 
as  the  word  became  official,  appropriate 
albums  were  designed  and  immediate 
printing  schedules  were  established. 

One  of  the  questions  in  our  mind  was, 
“Where  would  the  mint  mark  be?”  A 
call  to  the  Director  of  the  Mint  revealed 
that  they  had  not  even  thought  of  that 
yet,  and  we  would  just  have  to  wait  for 
such  information! 

The  new  albums  will  be  available  for 
distribution  about  the  time  that  you 
read  this  announcement.  The  new  book 
shelf  album  is  No.  9422,  and  the  Blue 
35*  album  for  Kenncdv  Half  Dollars  is 
No.  9699. 

By  a  fortunate  coincidence,  the  Frank¬ 
lin  Half  Album,  No.  9032,  ended  with 
1963. 


If  any  of  you  wondered  why  you  did 
not  find  Sales  Manager  Pete  Focrster  at 
his  desk  on  the  morning  of  December 
19,  it  was  because  he  was  kept  very 
busy  at  home  assisting  in  the  delivery  of 
a  bicssed  event.  His  nine  year  old  collie 
gave  birth  to  a  pup,  and  Pete,  a  man  of 
many  talents,  performed  his  job  with 
great  finesse. 

We  would  like  your  reaction  to  a  pro¬ 
posed  pre-pack  display  unit  for  RED 
BOOKS.  When  the  new  18th  edition 
GUIDE  BOOK  is  released  in  July  it 
would  be  possible  for  us  to  design  a  self 
displaying  floor  or  counter  unit  that 
would  hold  5  doz.  of  these  books.  If 
enough  interest  is  shown  in  such  a  pre¬ 
pack  unit,  it  will  be  added  to  the  line. 
Please  send  your  comments  directly  to 
Pete  Focrster,  c/o  Whitman  Coin  Sup¬ 
ply  Division,  Whitman  Publishing  Com¬ 
pany,  1220  Mound  Avenue,  Racine, 
Wisconsin  53404. 


In  the  very  near  future  you  can  cx- 
|>ect  to  see  an  important  addition  to  the 
WHI  TMAN  Plastic  Coin  Tubes.  A  new 
bayonet  type  locking  cap  has  been  de¬ 
vised  and  will  be  incorporated  in  our 
future  production  of  these  tubes. 

Called  the  WHIT-LOC  tubes,  they 
will  be  available  at  no  increase  in  price 
for  all  denominations  of  coins.  The  cent 
lubes  will  be  the  first  to  reach  the 
market. 


YOUR  PART  IN  THE 
WHITMAN  JOURNAL 

A  special  mailing  has  been  sent  to  all 
recognized  dealers  in  the  numismatic 
field.  It  is  in  response  to  numerous  in¬ 
quiries  concerning  the  distribution  of 
our  new  NUMISMATIC  JOURNAL. 

We  feel  that  each  of  you  deserves  an 
opportunity  to  profitably  participate  in 
the  distribution  of  this  magazine.  We 
sincerely  hope  that  you  will  help  us  with 
our  sales  campaign.  The  magazine,  by 
its  nature,  is  designed  to  promote  coin 
and  coin  supply  sales  which  ultimately 
will  benefit  everyone  concerned. 

The  following  plans  are  offered  for 
your  consideration: 

1.  YOU  MAY  PURCHASE  COP¬ 
IES  OF  THE  MAGAZINE  EACH 
MONTH  FOR  SALE  IN  YOUR 
STORE.  The  over-the-counter  price  of 
the  JOURNAL  is  40*.  The  price  to  you 
is  25*  per  copy  in  lots  of  five  or  more. 

Orders  must  be  in  this  office  by  the 
10th  of  the  preceding  month. 

2.  YOU  MAY  SELL  SUBSCRIP¬ 
TIONS  FOR  US  ON  A  COMMIS¬ 
SION  BASIS.  As  an  agent  selling 
subscriptions  for  us  you  may  retain  50* 
commission  for  each  one  year  sub¬ 
scription  sold.  Subscription  blanks  arc 
provided  for  your  convenience  in  tak¬ 
ing  subscriptions  and  making  the  proper 
receipts,  and  may  be  requested  through 
this  office. 

All  subscriptions  arc  payable  in 
United  States  funds.  After  collecting  the 
fee  from  the  subscriber,  you  simply  de¬ 
duct  your  50*  commission  and  send  your 
check  or  money  order  to  WHIT¬ 
MAN  NUMISMATIC  JOURNAL, 
1220  Mound  Avenue,  Racine,  Wiscon¬ 
sin  53404.  The  original  (white)  copy 
should  be  returned  to  this  office  as 
quickly  as  |x>ssible. 

RED  BOOKS  SELL 
BETTER  THAN  DOLLARS 

Dealer  Frank  E.  Stankevitz,  who  op¬ 
erates  the  Puyallup  Coin  Shop  in  Ta¬ 
coma,  Wash.,  has  discovered  that  Red 
Books  sell  better  than  silver  dollars  in 
that  area. 

In  a  recent  one-week  promotion  of 
the  new  17th  edition  of  the  Red  Book. 
Stankevitz  offered  his  customers  die  Red 
Book  at  $1.75,  and  the  opportunity  to 
purchase  a  silver  dollar  at  the  same  time 
for  74  cents,  for  a  total  cost  of  $2.49. 

The  dealer  was  pleased  with  the  way 
the  Red  Books  moved.  He  sold  over  30 
of  them.  However,  only  three  of  his  cus¬ 
tomers  took  advantage  of  the  coin  he 
was  offering  at  26  cents  below  face 
value! 


WIRE  DISPLAY  RACKS 
PROVE  POPULAR 


During  the  past  two  years  the  WHIT¬ 
MAN  PUBLISHING  COMPANY  and 
its  jobbers  have  been  working  with 
Eldon  Manufacturing  Company  for  the 
purchase  of  their  line  of  permanent  wire 
display  racks  which  were  designed  ex¬ 
clusively  for  our  line  of  coin  supplies. 
It  is  gratifying  to  think  that  a  per¬ 
centage  of  increase  in  the  volume  of 
business  has  been  the  result  of  WHIT¬ 
MAN  jobbers  and  dealers  using  wire 
racks  in  their  businesses. 

To  further  the  interest  of  our  jobbers 
and  their  continued  success,  the  WHIT¬ 
MAN  PUBLISHING  COMPANY  has 
entered  into  an  agreement  with  a  new 
company,  Wire  &  Metal  Specialties, 
Inc.,  to  supply  WHITMAN  jobbers 
with  wire  racks.  This  agreement  is  now 
in  effect  and  wc  ask  all  jobbers  to  order 
direct  from  Wire  &  Metal  Specialties, 
Inc.  for  their  supply  of  wire  racks.  Do 
not  order  from  the  WHITMAN  office. 

A  brochure  illustrating  the  complete 
line  of  metal  floor  racks  and  counter  dis¬ 
play  units  may  be  obtained  by  writing 
directly  to  Wire  &  Metal  Specialties, 
Inc.  4021  South  Kinnickinnic  Avenue, 
Milwaukee  7,  Wisconsin. 

If  dealers  arc  not  able  to  order  racks 
through  their  local  jobber  source,  they 
may  also  write  directly  to  the  manu¬ 
facturer. 

Several  new  styles  of  floor  display 
racks  have  been  added  to  the  line,  and 
we  feel  that  racks  are  now  available  to 
fill  the  needs  of  ever)*  type  of  establish¬ 
ment. 


OPENING  DOORS  TO  VOLUME  SALES 


The  accompanying  pictures  show  what 
one  jobber,  Johnson’s  Coin  Supplies  of 
Muskegon,  Michigan,  has  done  in  the 
way  of  opening  new  outlets.  The  store 
is  Van  Wyck  Arcade  Pharmacy  in  Mus¬ 
kegon.  The  shelf  area  devoted  to  coin 
supplies  indicates  the  volume  of  business 
that  can  be  done  in  almost  any  type  of 
retail  outlet.  Note  also  that  nearly  all  of 
the  coin  supply  items  offered  in  this  Rex- 
all  chain  arc  WHITMAN  products.  One 
of  the  features  of  this  line  is  that  a  jobber 
can  supply  every'  item  needed  for  a  well 
rounded  coin  center  and  set  up  a  coin 
hobby  center  without  die  bother  of 
dealers  ordering  through  several  sources. 

The  most  important  aspect  of  estab¬ 
lishing  a  coin  center  in  a  retail  outlet 
such  as  this  is  the  follow-up  calls  that 
a  jobber  will  make  to  maintain  a  proper 
balance  of  merchandise.  Many  of  these 
outlets  are  receptive  to  the  idea  of  initi¬ 
ating  a  coin  hobby  center  once  they  arc 
assured  that  an  experienced  jobber  will 
call  on  them  periodically  and  keep  their 
stock  balanced.  The  products  sell  them¬ 
selves  once  they  are  on  the  shelf,  but  it 
is  the  duty  of  an  alert  jobber  to  display 
die  fast-selling  items  in  a  matter  that 
will  create  impulse  sales. 

Most  retail  outlets  are  not  courageous 


enough  to  install  an  actual  line  of  coins 
at  the  outset.  The  Van  Wyck  Pharmacy 
has  been  successful  in  doing  this.  It  may¬ 
be  accomplished  in  several  ways;  gener¬ 
ally  at  least  one  person  on  the  sales  staff 
must  be  acquainted  with  coins.  There 
are  many  sources  for  obtaining  coins, 
however,  and  contact  with  a  local  col¬ 
lector  will  often  bring  forth  coins  that 
can  be  placed  in  the  store  on  a  consign¬ 
ment  basis.  This  lends  extra  interest  to 
the  hobby  center  display  and  a  friendly- 
contact  with  local  collectors  will  stimu¬ 
late  business  and  make  the  store  a  popu¬ 
lar  headquarters  for  supplies. 

Hobby  centers  of  this  nature  have 
been  successfully  promoted  in  ncarly 
cverv  type  of  retail  establishment.  News¬ 
stands,  drugstores,  tobacco  shops,  book¬ 
stores,  and  even  grocery’  stores  have  all 
shown  themselves  to  be  eager  merchan¬ 
disers  for  coin  supplies.  The  jobber  has 
only  to  use  a  little  ingenuity  in  seeking 
out  the  proper  establishments  in  his  area 
by  offering  them  the  complete  WHIT¬ 
MAN  line  and  a  program  of  assured 
follow’-up  calls.  Jobbers  throughout  the 
country  arc  learning  that,  by  personal 
contact  with  these  varied  stores,  their 
volume  can  be  doubled  or  tripled  within 
a  short  period  of  time. 


MAURICE  STORCK,  A  BEACON  IN  MAINE 


One  of  the  first  professional  numis¬ 
matists  that  I  can  ever  remember  meet¬ 
ing  was  Maurice  Storck.  It  seems  as  if  he 
has  been  a  guiding  influence  to  coin  col¬ 
lectors  for  the  New  England  area  for 
longer  than  most  people  would  admit. 
Actually,  he  started  dealing  in  stamps 
and  coins  as  a  youngster  during  the  de¬ 
pression  of  1932. 

His  life’s  avocation  started  when  he 
began  taking  coins  out  of  circulation 
and  later  selling  them  at  a  profit.  His 
net  return  for  the  first  day  was  $3.70, 
and  at  that  time  it  seemed  to  bo  a  fab¬ 
ulous  amount  to  him,  considering  the 
conditions  of  that  year.  From  that  day 
on,  Maury  has  never  done  anything  else 
for  a  living,  with  the  exception  of  spend¬ 
ing  the  war  years  in  the  Service. 

During  his  sojourn  with  the  Army 
from  1940-1945,  he  still  managed  to 
stay  interested  in  coins.  While  stationed 
overseas  in  the  jungles  he  sold  invasion 


script  to  the  Navy  boys,  who  never  set 
foot  ashore.  The  natives  were  paid  with 
new  1942  S  cents! 

An  avid  world  traveler,  Maury  has 
visited  all  corners  of  the  earth  in  a 
never  ending  search  for  rare  coins.  1 
shall  never  forget  a  talk  that  he  gave  in 
1954  after  returning  from  the  fabulous 
sale  of  the  collection  of  ex-King  Farouk 
of  Egypt.  Maury’s  account  of  the  epi¬ 
sode  was  like  a  tale  from  the  Arabian 
Nights.  He  was  one  of  less  than  a  dozen 
Americans  who  attended  this  gigantic 
auction,  and  returned  home  with  many 
priceless  items. 

In  1958  he  became  a  WHITMAN 
Jobber  for  the  New  England  area.  From 
a  modest  beginning  he  increased  his 
business  four-fold  over  the  rears,  and  is 
now  among  the  top  thirty  WHITMAN 
Jobbers  in  volume. 

Because  his  business?  has  grown  so 
fast  during  the  past  few  years,  he  re¬ 


cently  opened  a  modem  stamp  and  coin 
store  which  is  the  largest  in  Northern 
New  England.  The  business  is  run  by 
his  son,  Maurice,  Jr.,  a  partner,  Charles 
Seaman,  and  one  bookkeeper. 

Maury  keeps  himself  busy  by  driving 
approximately  35,000  miles  a  year, 
traveling  throughout  New  England  in 
his  special  van.  He  calls  on  each  of  his 
stores  personally  and  fills  their  stock  at 
the  same  time.  His  accounts  are  scat¬ 
tered  from  the  Canadian  border 
throughout  Maine,  New  Hampshire. 
Vermont,  Massachusetts,  Rhode  Island. 
Connecticut,  and  into  the  northern  parts 
of  New  York.  In  addition  to  these  he 
has  several  foreign  accounts  around  the 
world  in  such  divers  places  as  England. 
Ireland,  Australia  and  New  Zealand. 
Maury’s  business  is  a  model  of  efficiency. 
To  us  he  is  like  a  beacon  on  the  rock 
hound  coast  of  Maine,  with  warm  and 
friendly  rays  extending  in  all  directions. 
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